AUGUST, 1930 


In the July Merchandising Sup- 
At the plement appeared the first of two 
Fair articles outlining the practices of 
some 41 power companies rela- 
tive to exhibiting at county and state fairs. 


In this issue is incorporated the second and 
final installment of the article and which is 
largely devoted to exhibit features which at- 
tracted most attention in connection with power 


company displays. Rural service representatives 
of power companies will find many unique and 
useful suggestions on preparing attractive ex- 
hibits in this second article. 


Incidentally, with but few exceptions all of 
the 41 companies reporting in the survey on 
which this article is based made it a practice to 
distribute copies of ELECTRICITY ON THE 
FARM to all visitors at state and county fair 
exhibits. 
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Results of Investigations 


By E. 
Chief 


HE work of you men as Pro- 
ject Directors, studying the 
problems of Rural Electricification, 
with the guidance and coordinating 
assistance of the National Commit- 
tee on the Relation of Electricity 
to Agriculture, has resulted in ob- 
taining and publishing information 
with a speed and degree of effici- 
ency that is probably unequalled in 
the history of agriculture or the 
electrical industry. It has been 
only seven years since any general 
and concentrated effort was begun 
to study the relation of electricity 
to agriculture, and in most states 
the work is even less than seven 
years old. Yet the information 
available on this subject today 
compares very favorably, as to 
completeness, accuracy, and usable 
value, with that pertaining to any 
other branch of agricultural activ- 
ity. By intelligent use of the pub- 
lished information available, the 
farmer can be just as accurately 
informed today as to the applica- 
tion of electricity for his farm 
operations as to practically any 
other of his problems. While there 
are many unsolved problems that 
offer opportunities for valuable 
contributions to rural electricifica- 
tion, from further investigational 
work and especially from research 
activities, available information at 
the present offers great productive 
possibilities for power company 
rural service departments, agricul- 
tural Extension Workers and farm- 
ers throughout the country. 


Investigation Results 


The investigational work con- 


ducted throughout the country has 
only 


resulted not in quantities of 


Agricultural Engineer 


In A Rural Electric 
Development Program 


EASTER, 


Alabama Power Company. 


usable information, but it has also 
stimulated a great desire for elec- 
tricity among the farmers, and en- 
couraged the power companies in 
actively and aggressively entering 
the field of rural electric develop- 
ment. In Alabama, the initial pub- 
licity, with reference to beginning 
a rural electrification experiment, 
resulted in a flood of requests for 
electric service from farmers and 
rural commutrities; and even be- 
fore the experimental work was 
well under way, the officials of the 
Alabama Power Company were in- 
sisting that rural lines be _ built. 
Therefore, the construction of ru- 


ral lines began on an _ extensive 
plan shortly after the investiga- 
tional work was started. This nec- 
essitated an immediate effort to 
familiarize prospective and exist- 


ing rural customers with the uses 
of electricity. At that time only 
meager information was available 
pertaining to the use of electricity 
in the farm home, and practically 
no definite advice could be obtain- 
ed as to application of electricity 
for farm operations. Since the be- 
ginnirg of the rural electrification 
program, the requests for electric 
service and the extension of rural 
lines have steadily increased, as 
shown by the following table. 
During the first three years prac- 
tically the only effort made to fa- 
miliarize the rural customers with 
uses of electricity was at the time 
of taking applications for service— 
except on some of the lines that 
were being used in connection with 
conducting the experiments. How- 
ever, these lines were canvassed at 
infrequent intervals by company 
merchandise salesmen, which re- 
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August, 1930 ELECTRICITY ON THE FARM 
STATUS OF RURAL ELECTRIC DEVELOPMENT 
Miles Rural Rural 
No.ot Lines — of Miles Cus- Cus- 
Lines Added Lines Added tomers tomers 
as of in asof in as of Added 
Jan.1 Year Jan. 1 Year Jan.1 in Year 
re one Aa winters 14 14 39 39 240 531 
eta Cotsclwies 28 24 78 117 771 1,355 
See 52 13 195 201 2,126 1,527 
aes 65 55 396 107 3,653 642 
tbs Tee sdiardh 120 154 503 427 4,295 1,670 
ere 274 192 930 565 6,965 1,644 
ES ee 416 “ 1,495 8,609 
sulted in constantly increasing the the advisability of the customers 


equipment and uses of electricity 
by the rural customers. At the 
early part of 1927 the company 
organized a Rural Division of its 
Sales Department, for the purpose 
of assisting rural customers in the 
ue of electricity and to assist 
others in their efforts to get elec- 
tric service. Therefore, the method 
of distributing information to rural 
customers has developed with the 
Company along with the expansion 
of rural lines, as the importance 
and necessity of this work has de- 
veloped. 
Present Method 


At present, our method is to 
exert a concentrated effort to fa- 
miliarize the prospective customers 
with the practical and profitable 
uses of electricity before the line 
is built. Educational work at this 
time is particularly productive, due 
to the fact that the prospective cus- 
tomers are trying to get electric 
lights and are much more attentive 
to suggestions than after the line 
is completed, and they have the 
electric lights which were responsi- 
ble for their desire for electricity. 
This preliminary work is also very 
important in avoiding the building 
of rural lines and having rural 
customers dissatisfied with the 
rates, due to limited uses of elec- 
tricity. This educational work is 
conducted through community 
meetings, at which the general uses 
of electricity applicable and satis- 
factory for the farm and farm 
home are explained as to the value 
and costs for different operations. 
Particular emphasis is placed on 


« 


using electricity to increase the 
farm and community income, giv- 
ing examples in nearby communi- 
ties with similar conditions. The 
work is continued with each indiv- 
idual customer at the time applica- 
tions for service are taken, ex- 
plaining how we think each cus- 
tomer can obtain the greatest pos- 
sible value from the use of elec- 
tricity. Too, in many instances we 
make a detailed analysis of the 
farm operations to which electric 
service may be applied, which is 
submitted to the farmer for his 
deliberate study. 

As the amount of available in- 
formation increases, and with ex- 
perience in its presentation to pros- 
pective customers, we are steadily 
increasing the initial rate of energy 
consumption by new rural custom- 
ers, thereby making electric service 
more valuable to the customers and 
to the Company from the beginning 
of service. For example—the rural 
customers added in 1926 were us- 
ing, at the end of that vear. elec- 
tricity at the rate of 384 KWH 
per year per customer; and cus- 
tomers added in 1928 were using 
674 KWH per year per customer 
at the end of the year. As our ex- 
perience continues, we more fully 
recognize the importance of the 
educational work before the line is 
built, especially in view of the 
value of electricity to rural custom- 
ers. 

Results Take Time 


After a line is completed we have 
experienced but little results from 
educational effort until the line has 
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been in operation for about one 
year, so in view of the fact that 
the rural organization is»very busy 
—usually with proposed lines—we 
have been devoting our available 
time and effort very largely to ex- 
isting lines that are more than one 
year old, with a few visits per year 
through the new lines interviewing 
the best customers in view of in- 
creasing their uses of electricity. 
Our method of working on exist- 
ing lines has included demonstra- 
tions of cqyuipment, picture shows, 
and personal contact work ; and we 
have experienced that the most 
productive method is to centralize 
our efforts on individual customers 
in the community, get installations 
made by selling the idea to the 
customer to the extent that he will 
purchase the equipment at regular 
retail prices, and make the instal- 
lation which serves as an ideal 
demonstration to his neighbors. 
This is, in our experience, much 
more satisfactory than either com- 
munity staged demonstrations or 
the granting of loans or discounted 
prices of equipment to get installa- 
tions made. A staged demonstra- 
tion is always somewhat artificial 
and may leave the farmer in some 
doubt as to whether or not he 
could perform the same operations 
at his farm; but by visiting his 
neighbor and going over the situa- 
tion with him, he can see that there 
is no difficulty in the application. 
The granting of loans or discount- 
ed prices, in our experience, results 
in unsatisfactory demonstrations, 
due to the fact that the customer 
feels obligated to the extent that 
he may exaggerate his statements 
of praise, and certainly his neigh- 
bors wait for the same terms to be 
made them. 


Customer Assistance 


With the method of selling the 
equipment it is very necessary that 
the customers’ situation be under- 
stood to the extent that we are 
very sure that the installation will 
be entirely satisfactory. It is also 
often necessary to assist the cus- 
tomer with any problems in the 
operation at the beginning. By 
using these installations in articles 
for local papers and in magazines, 
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the operation is advertised and cus- 
tomers in other communities are 


* attracted to the application of elec- 


tricity. 

In following this method, we 
have worked in very close co- 
operation with the Company's 
Merchandise Division and with 
outside dealers, turning over to 
them prospects for equipment and 
advising with salesmen as to prac- 
tical uses of electricity for rural 
customers, and have had very fine 
co-operation in the work. We have 
experienced that salesmen like vir- 
gin territory, and by giving them 
prospects we get splendid co-oper- 
ation. We also attempt to keep 
agricultural workers of the state 
advised of our rural electrification 
activities, and in this way have 
avoided any confusion and obtained 
very valuable co-operation from the 
workers throughout the state. 


Methods of Advertising 


In addition to this personal con- 
tact work, the Company carries ad- 
vertisements in local papers—usual- 
ly relative to uses of electricity 
satisfactorily applicable to any 
farm—which we feel is quite an 
advantage to the work. We are 
also distributing 1,500 copies of 
Electricity on the Farm, to a se- 
lected list of rural customers, and 
studying its effect on increasing the 
uses of electricity and its value to 
rural customers. We feel quite sure 
that it is valuable information to 
rural customers, and our studies to 
date indicate that it is an effective 
load-builder on rural lines. We 
have recently made a study of the 
increased uses of electricity by a 
group of rural customers that have 
been getting this publication for a 
year or more, ard find that the 
average increased annual consump- 
tion per customer for the year 
amounted to 277 KWH and the 
average increased annual revenue 
per customer for the year was 
$11.00, as compared with a system 
average annual increase of existing 
rural customers of 108 KWH and 
$6.96 per customer. However, the 
entire difference could not, in my 

(Continued on page S 14) 
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Exhibit at Farmers & Poultrymen’s Fair, Stroudsburg, Pa., October, 

1929, of the Metropolitan Edison Company, who had on display elec- 

tric washers, ranges, water system, incubator and miscellaneous 
appliances 


Power Companies 


develop farm business 


At the Fair 


A Cross-Section of Practices as Revealed 
by a Survey of Forty-one Companies: 
Second of Two Articles on the Subject. 


S outlined in the July issue 
of the Merchandising Sup- 
plement, in the first of the 
two articles on Power Companies 
in the state and county fair ex- 
hibits, this publication, in an effort 
to determine the practices of power 
companies with regard to county 
and state fair exhibits made a 
survey of the field, covering 41 
power companies. Of these 41 
power companies 23 reported as 
exhibiting at county fairs only; 13 
exhibited at county and state fairs, 
4 at state fairs only and but 1 was 
represented at neither county nor 
state fairs. 
Comments of many of the power 


company officials on the practices 
employed in connection with ex- 
hibits were given in the first ar- 
ticle. The article in this issue in- 
cludes additional comments on the 
same subject and, in addition, data 
on the features of exhibits which 
seemed to attract the most atten- 
tion. Illustrations incorporated 
herein show .some typical displays. 

Incidentally the objects of the 
fair exhibit are threefold: First, 
to interest prospective customers 
in the possibilities of electricity 
on the farm; second, to show pres- 
ent customers new applications for 
electricity ; and third, in the inter- 
est of public relations. 
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West Penn Power Co.: Ex- 
hibited at five county fairs last 
fall and expect to exhibit at at 
least that many more this year. 
Used a tent 16’ x 34’ in which 
were displayed household appli- 
ances, farm electric machinery, 
and number of scientific novel- 
ties. In the farm electric ma- 
chinery class the company 
showed a farm handi-motor driv- 
ing a Prater Feed Mill, a milk 
cooling tank, electric incubator 
and brooder, and a Luther tool 
grinder. In the scientific novel- 
ties on display were ones show- 
ing the development of the in- 
candescent electric lamp and the 
largest and smallest lamps made: 
also the “Casey Jones” electric 
train which was controlled by 
speaking into a telephone re- 
ceiver. Inasmuch as these ex- 
hibits were held during the cele- 
bration of “Light’s Golden Jubi- 
lee,” a great deal of golden light 
was used in the tent at night and 
altogether had a connected load 
of approximately ten kilowatts, 
mostly in lighting. 


Wisconsin Power & Light Co.: 
Exhibits at county fairs. Showed 
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electric equipment for farm and 
home use in action. Featured 
the newer and larger pieces, 


Ohio Public Service (Co, 


Maintained exhibits at county 
fairs (a) in conjunction with 
farm implement concerns: chore- 
motor driver equipment, house. 
hold appliances; (b) individual- 
ly: ranges, refrigerators. 


Kansas Gas & Electric Co. 
Have exhibited at local fairs and 
South West Road and Tractor 
show at Wichita. Also in con- 
junction with C.R.E.A. and 
other N.E.1..A. members, exhib- 
ited at both Kansas State Fairs 
at Topeka and Hutchinson. 
Both household and farm equip- 
ment were shown. 


Louisana Power & Light Co.: 
Exhibited at eight fairs which 
were held throughout company’s 
territory last season. This was 
first attempt at such _ exhibits. 
Exhibits featured electrical mer- 
chandise applicable to the home, 
(range, G. E. refrigerator, hot 
water heater. vacuum cleaner, 
washing machine and ironer and 
a varied assortment of household 





Another view of the Buffalo, Niagara & Eastern tent exhibit 
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Night view of the Niagara Lockport & Ontario Power exhibit 


appliances), and in addition, fea- 
tured a farm equipment section, 
Duro water system (in opera- 
tion) with “mysterious faucet” 
as an attention attractor, 5 HP 
G.E. portable farm motor, port- 
able milking machine. 


Ohio Edison Co.: Have exhib- 
ited at county fairs. Water sys- 
tems, washing machines, ironers, 
refrigerators, etc., were shown. 


Iowa-Nebraska Light & Power 
Co.: Have exhibited at most of 
the county fairs in the territory 
in which company serves. 


Wisconsin Public Service 
Corp.: Possibly the most effec- 
tive rural promotional work by 
the Company was the series of 
very complete rural exhibits 
shown at the county fairs. These 
consisted of the Manitowoc 
County Fair at Manitowoc, The 
Door County Fair at Sturgeon 
Bay, the Calumet County Fair 
at Chilton, the Northeastern 
Wisconsin Fair at Green Bay 
and Winnebago County Fair at 
Oshkosh. The fairs extended 
over a period from August 19th 
to September 28th and lasted on 
the average of four days each. 
The displays were housed in a 
20 x 30 drop wall tent in which 
a temporary light wood floor 


. 


had been laid. The center of the 
platform was occupied by the 
home service department in con- 
ducting a continuous electric 
cooking demonstration, featuring 
the automatic type electric range, 
electric refrigerator and numer- 
ous electric kitchen aids. Other 
appliances displayed were the 
shallow well pressure water sys- 
tem, featuring hot and cold run- 
ning water; the electric washer 
and ironer; the electric milking 
machine, electric pump _ jacks, 
small portable utility motors, 
electric irons, fans, toasters, and 
a great many small lamp socket 
appliances. Larger electric 
driven machinery such as the 
hammer type feed mill and silo 
fillers were set up outside of the 
tent. These machines were op- 
erated with 5 and 7% HP port- 
able farm utility motors. Farm- 
ers were invited to bring their 
grain to the tent and have it 
ground free of charge. As a re- 
sult the feed grinders were work- 
ing continuously. Due to the 
power requirements a_ special 
transformer setting had to be in- 
stalled near the tent with an ex- 
tra large service and distribu- 
tion plant. At night the displays 
were especially well illuminated 
by large 250 watt lighting units 
suspended in the tents and erec- 
ted over the outdoor sections. 
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Features Which Attracted Attention 


The first object of an advertisement, whether in the form of 
printed matter or a county or state fair display, is to attract at- 
tention and hold it. For this reason an exhibit cannot be con- 
sidered fully successful unless it brings in the crowds, and de- 
velops interest in the products or services which are offered. 


N an attempt to determine question: “What feature of your 
what exhibit features offered exhibit attracted the most. at- 
the greatest pulling power in get- tention.” The answers, which 


ting the public in to inspect the 
display as well as in developing 
interest in the equipment shown, : ’ > al 
the Companies surveyed were in developing effective fair dis- 
asked to answer the following plays. 


are given below, offer suggest- 
ions which may prove of value 


TAKES THE City 
TO THE COUNTRY 


guectarcir NOW senvi 





Upper left: Electrical equipment such as would be found on the electrified dairy 
farm is shown here by the Puget Sound Power & Light Company. Upper right: 
Exhibit of the same company in which is displayed milk cooling and storage 
apparatus, water heaters and poultry farm equipment. Center: Model electrified 
farm home—a portior of the exhibit of the Electric Power Companies of. Oregon. 
Lower left: Knoxville Power & Light Company exhibit of a model electrified 
farm at the East Tennessee Division Fair in 1929. Lower right: Another model 
farm layout as displayed by the Georgia State College of Agriculture in co 
operation with the Georgia Power Company. 
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In connection with their ex- 
hibits at the fairs most power 
companies distributed manufac- 
turers’ literature of the cquip- 
ment displayed, while some 
handed out specially prepared 
arculars or booklets. With but 
few exceptions the companies 
distributed copies of Electricity on 
the Farm to all callers. 

To be successful, a county or 
state fair exhibit must be in the 
hands of power company men 
who are capable of answering 
questions which may be pre- 
sented. They should be _ fully 
familiar with the various farm 
machines which are driven by 
electric motors, and be able to 
talk intelligently of power re- 
quirements, costs and other es- 
sential features in connection 
with farm electrification. 

Here are the comments on the 
features of exhibits which at- 


tracted most attention: 


Ohio 


systems. 


Edison Co.: Water 
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Iowa-Nebraska Light & Pow- 
er Co.: The pump jack and 
water pressure system attracted 
as much attention as any other 
division exhibited. 

The Detroit Edison Co.: Silo 
filling and feed grinding by 
electric motors attracted the 
nrost attention at our exhibit. 

Louisiana Power & Light Co. 
Mysterious faucet attachment or 
Duro pump, and exerciser. We 
passed out folders, pamphlets, 
etc., covering generally standard 
equipment including farm equip- 
ment. 

Arkansas Power & Light Co.: 
The most interest centered 
around water systems and porta- 
ble motors. 

Ohio Public Service Co.: The 
free refreshments furnished. 
Manufacturers’ literature. 

Great Western Power Co.: 
Those portions of our farm ex- 
hibits which attracted the great- 
est attention in the past were 
new developments in ranges or 





The utility motor and what it can accomplish on the farm is por- 

trayed in this exhibit of the United Power & Light Company. Feed 

grinding, ensilage cutting and elevating and similar tasks done by 
this electrical servant are being demonstrated 











Upper left: 
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Exhibit sponsored by the Kansas Committee on the Relation of 
Electricity to Agriculture show the living room electrified. Upper right: Here 


we see a corner of a model electric kitchen as displayed at the Flemington, N. J., 


Fair in 1929 by the New Jersey Power & Light Company. Center: The Idaho 
Power Company here portray the electrified kitchen, a model one of which any 
housewife would be proud. Lower left: Another exhibit sponsored by the Kansas 
Committee on the Relation of Electricity to Agriculture showing appliances such 
as the washer, ironer, hand iron, etc. Lower right: kitchen scene prepared 
under the direction of the above mentioned committee in which is shown the 
electric range, ventilating fan and miscellaneous electrical table appliances. 





water heaters, and when electric 
refrigeration was new a great 
deal of attention was given to 
it by the public and it still con- 
tinues to attract them. 
Wisconsin Power & Light 
Co.: Machinery (operating) and 
range and refrigerator demon- 
strations. 
Gulf 


Power Co.: Water 


system. 





Shenandoah River Power Co.: 
Attention attracted by different 
features was evenly distributed. 

Malone Light & Power Co.: 
Refrigeration. 

Northern Connecticut Power 
Co.: Though not in our exhibit 
we believe electric water pump- 
ing outfits attracted most atten- 
tion. Milk cooling next. 

The Commercial Light & 
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Power Co. Milk cooling ma- 


chines. 

Puget Sound Power & Light 
Co.: The thing which attracts 
the most attention at the fairs 
is the milking of cows, display 
of baby chicks in connection 
with electric brooders in opera- 
tion, the baby chicks being 
hatched in an incubator. We set 
them so that they are being 
hatched during the entire week. 

Southern California Edison 
Co., Ltd.: We place the five 
major items which we are in- 
terested in promoting in our 
booth, all of which attract about 
eaual attention, with the possible 
lead going to the electric range 
and electric refrige rator, especial- 
ly if there is an active demon- 
stration going on, such as cook- 
ing on the range or serving 
frozen desserts from the _ re- 
frigerator. 

West Texas Utilities Co.: The 
farm population we believe are 
more interested in _ lighting, 
cooking, refrigeration and water 
pumping than in any other uses. 
Northern States Power Co.: 
It is difficult for us to segregate 
any particular type of equipment 
that attracted the most atten- 
tion. The folks who braved all 
the wet cold weather were in- 
terested in everything. 

San Joaquin Light & Power 
Co.: Our tea room at the Fresno 
fair proved very attractive, from 
10,000 to 20,000 visitors availing 
themselves of its service during 
the fair. During periods when 
stock was offered for sale, litera- 
ture was distributed. However, 
during the past three years no 


stock has been offered to the 
public. 
Alabama Power Co.: The 


visitors at our fair exhibit were 
interested in all of the equip- 
ment, especially the range, 
refrigerators, and water pump. 

Indiana Electric Corp.: The 
pieces of equipment that at- 
tracted the most attention at our 
display were: Household equip- 
ment; electric refrigerators, elec- 


tric ranges, electric ironers. 
Other than household equip- 
ment; water systems, electric 


. 
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brooders and _ tncubators, elec- 
trically operated hammer mills, 
electric milking machines an¢ 
milk coolers. 

Louisiana Public Utilities Co. 
Features at our exhibit whict 
seemed to attract most atten 
tion were: Electric appliances ir 
operation, such as washing ma- 
chine, sweeper, etc.; fruits, vege: 
tables, frozen in blocks of ice 

Idaho Power Co.: It is very 
hard to say what attracted the 


most attention. Ranges and 
refrigerators came in for their 
share although water svstems 


and milking machines were of a 
great deal of interest to those 
who attended. We distributed a 
copy of Electricity on the Farm, 
pieces of material concerning 
water heating, electric ranges, 
refrigeration and other small 
pieces of advertising were placed 
in the shopping bags and given 
to each customer who registered 
for a small electrical prize which 
was given away the last day of 
the fair. 

Associated Gas & Electric 
System: The exhibits having 
action of some sort, for instance, 
the radio exhibit with the flash- 
ing lights, attracted the greatest 
amount of attention. 

Central Indiana Power Co.: 
The equipment that attracted 
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Representatives of the Shenandoah 

River Power Company ready to show 

the electrically minded farmer the 

equip t and ppli es comprising 
their exhibit. 
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the most attention at our exhibit 


included: Household equépment; 
electric retrigerators, electric 
ranges, electric ironers; other 


than household equipment; elec- 
tric brooders and_ incubators, 
water systems, electrically oper- 
ated hammer mills, milking ma- 
chines and milk coolers. 


Pacific Gas & Electric Co.: 
Domestic cooking equipment 
embodying all types of appli- 
ances used by the housewife at- 
tract more attention than the 
commercial line of equipment. 
During the 1929 state fair dis- 
play a complete booth on elec- 
tric refrigeration attracted a 
great deal of attention from 
rural and city consumers. Litera- 
ture covering various appliances, 
company policy, how to read 
meters, etc., was handed out to 
visitors. At the state fair the 
company maintained a desk or 
two with an attendant to answer 
all questions pertaining to pump- 
ing, electric ranges, retrigeration, 
etc., and small pieces of adver- 
tising were placed in the shop- 
ping bag and given to each cus- 
tomer who registered for a small 
electrical prize which was given 
away the last day of the fair. 

Central Power & Light Co.: 
Moving machinery attracted the 
most attention. 

Knoxville Power & Light Co.: 
Miniature farm display. 

Buffalo, Niagara & Eastern 
Power Co.: The following de- 
vices attracted the most atten- 
tion at our display: 5 h.p. port- 
able motor, driving feed grinder, 
ensilage cutter and saw, milk 
cooler, milking machine, water 
svstems and electric poultry 
equipment. 

Chester Valley Electric Co.: 
At last fall’s exhibit the most 
attention was attracted by the 
burglar alarm display panel put 
out by the Lyon Electric Com- 
pany. and an Esco milk cooling 
cabinet compressor and aerator. 
Circulars and catalogs of the 
various manufacturers whose 
equipment was displayed and the 
blue book of the Pennsylvania 
Committee on Rural Electrifica- 
tion, were passed out. 
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Exhibits having action of some 
sort, for instance the radio ex- 
hibit with the flashing lights, at- 
tracted the greatest amount of 
attention at our exhibits. The 
usual line of literature supplied 
by the manufacturers, bearing 
our imprint, was distributed. 


Milwaukee Electric Railway & 
Light Co.: The moving ex- 
hibits of motor driven equip- 
ment and water systems attacted 
the most attention. 


Philadelphia Electric Co.: The 
demonstrations of the electric 
range, at which cakes, cookies, 
and similar eatables were passed 
out, seemed to attract the most 
attention. 


Pacific Northwest Public Serv- 
ice Co.: It is hard to say what 
portion of the exhibit was the 
most effective. The home na- 
turally interested the women and 
there was generally a_ group 
stopping at the poultry exhibit. 
The latter showed electric in- 
cubating and brooding. A new 
type of brooder attracted gen- 
eral attention. The electric hay 
Loist with a moving object 
seemed to interest everyone 
whether they were farmers or 
not. The dairy room caused the 
least comment. This was pos- 
sibly due to the fact that there 
was nothing moving in this 
demonstration, which included 
water heating, sterilizing and 
cream cooling. Growing plants 
were exhibited to feature irriga- 
tion, but these did not attract a 
great amount of attention. Feed 
grinders were also exhibited to 
show the newer models in use. 


Associated Gas & Electric 
System, Easton, Pa.: It is hard 
to say what features of our ex- 
hibit attracted the most atten- 
tion. However, our home service 
cooking school was very popular. 
The feed grinding and silo fill- 
ing demonstrations were also 
well received. 


West Penn Power Co.: The 
scientific novelties attracted most 
attention, although it is ques- 
tionable whether or not the light- 


Au 














August, 1930 ELECTRICITY ON THE FARM S 13 








Sell Electric Pumping 


The easiest way to sell a complete water system 
is to first sell a Cullman Electric Pump Drive. 
It is attached to the pump already installed and 
requires no foundation. 

The Cullman Automatic Control can f 
be added at any time and provides P 
water at the turn of a faucet. 

For a frost-proof pressure system you 
have but to add a Cullman Casing 
Head in a well pit. 









Send for complete 
information. 





CULLMAN WHEEL CO. 
1342 Altgeld St. Chicago, Il. 


Electric 
Pump Drive 














the 

most 

complete 
line 












P=" ELECTRIC PLANTS 
h built 
The Flexifour _Series: The Super-Four Series: 
C., 1%, 2, 4.5 KW size D.C. % and 10 KW sizes, 110 
e 32, 110 and 220 Volt service e 230 volt service. 
A.C., 2 and 5 KVA sizes. 60 A.c.. 10 KVA, 60 eycle, single 
cycle, single or three phase 119 or three phase, 110 or 220 volt 


or 220 volt service. service 


The Model “O”’ Series: The Six Series 
D.C., 12% and 15 KW sizes, D.C., 10, 15, and 20 KW sizes, 
e 110 and 220 volt service e 110 and 220 volt service. 

A.C., 15, 20, and 25 KVA sizes, 

60 cycle, three phase, 110, 220, 
or 440 volt service. 
Also, special plants powered with Universal Straight Eight, 
115 H.P. motors, up to 35 KW size. 


UNIVERSAL MOTOR CO. 


202 HARRISON ST. OSHKOSH, WISCONSIN 
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ing deserves the most credit for 
the good attendance. Material 
to interest spectators was handed 
out, and a note was made of all 
questions asked in order that 
they could be followed up. 


United Power & Light Corp.: 
At the Hutchinson fair we had 
a large tent and all of the elec- 
tric companies in the state con- 
tributed to this exhibit. In the 
automobile section, we displayed 
a complete electric home. 


Great Western Power Co. of 
California: We have just com- 
pleted an exhibit at the Isleton 
Asparagus Festival in which we 
assisted the festival committee 
in a baking contest which we 
believe was very novel, if not the 
first time it was ever undertaken 
in the United States. On a plat- 
form 100 feet long were mounted 
ten L. & H. ranges and ten Gen- 
eal Electric refrigerators. There 
were ten tables, five on a side, 
and in the center a large Peer- 
less kitchen, equipped with an 
Apex water heater and tank in 
which the dishes were washed. 
The platform was so arranged 
that it gave the impression of 
ten complete kitchens. Biscuit 
and cake baking contests were 
held. Each contestant was fur- 


nished with all the necessary 
utensils and materials for their 
baking needs. A_ standard re- 


ceipt was used. The major prize 
for each contest was one of the 
electric ranges and there were 
nine other prizes, all of which 
were electrical appliances. In 
addition, each person who con- 
tested was given a market bag 
of groceries. While this appears 


to be expensive, it was made 
possible through the different 
manufacturers and wholesale 


houses furnishing their products 
for advertising purposes. How- 
ever, I might add that we vot 
completely away from merchan- 
dising during the festival. To 
say it was a success hardly 
speaks loud enough for the praise 
received. Over 100 people en- 
tered the contest and baked dur- 
ing two afternoons. If we had 
more time this number could 
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In addition to 
approximately 
who stopped to 


have been tripled. 
this there were 
35,000 people 


watch. 


Investigations 
(Continued from page § 2) 


opinion, be attributed to Electricity 
on the Farm, due to the fact that 
the selected list was made by the 
field men, and no doubt they se- 
lected customers with whom they 
especially enjoy working, but the 
results indicate that the magazine 
has a desirable effect. 


Results 


The results of our method are 
at least indicated in the rate of en- 
ergy consumption by rural custom- 


ers, which are as follows, as of 
January 1, 1930: 
On lines less than 1 year old— 


000 KWH per year per customer, 

On lines 1 year and less than 2 
years old—816 KWH _ per year 
per customer. 

On lines 2 years and less than 3 
years old—1,032 KWH per year 
per customer. 

On lines 3 years and less than 4 
years old—642 KWH per year 
per customer. 

On lines 4 years and less than 5 
years old—682 KWH per year 
per customer. 

On lines 5 years and older—993 
KWH per year per customer. 
Average for the system—840 KW 

H per year per customer. 

In the above table the energy 
consumption per customer is higher 
on the newer lines, due to the 
fact that the new customers are 
less densely populated—therefore, 
generally have more operations and 
more wealth per customer. The 
increased consumption of rural 
customers is probably better illus- 
trated by a study of the same cus- 
tomers for a number of years. On 
the rural lines 5 years old or older, 
the average annual energy con- 
sumption per customer in 1924 was 
549 KWH, and in 1929 the average 
on these same lines had increased 
to 993 KWH per year per cus- 
tomer. 























30 August, 1930 ELECTRICITY ON THE FARM S$ 15 














i 


to 


n Blue Ribbon 
Indexes for Electric Milker 


Volumes 

I and II 
ty COMPLETE index of both 
at Volumes I and II of ELec- 
: TRICITY ON THE FARM is now 
‘ available. Copies will be fur- 
re nished to any interested upon 
6 request. 


And why not make it easy to find 
what you want by keeping each year’s 
jssues together in a binder? We have 





A Portable Milker Requir- 


























e ° . 
\- a special one with the words ELEc- Th v- | He Sateen - 
Bates : . F e ue Ribbon” is a self- 
4 TRICITY ON THE FarM printed in gold conteland eller, counkien Ge 
f ink on the cover. The cost is only pipe lines or extra equipment of 
$1.50. any kind. It operates direct 
' from the light socket of either 
> Please address your requests either for high line or farm light plant. A 
. the free index or the binders to Book a aoa ‘e~ see complete 
C4: > ‘ information w sent on re- 
2 og ee es ee ee quest. Write us today. 
ARM, 2 est t., New ° . 
York City. Electric Products Corporation 
7 Bluff Ave., La Grange, Il. 
3 
r 





The new MON-O-SYSTEM ants new standard 
of values in lower price rang 
Your opportunity to meet ae on its 
own ground—offer more for the money. 
Monarch standard of excellence in manu- 
facture maintained. Profits not frittered away 
on service calls. 
Ceo. 250 gal. per hr. 20 gal. galvan- 
zed tank . . . completely assembled, 
ready  - install—all for only $80.00. 


The Monarch Engineering Company 
Dayton, Ohio 














Are you Equipped to sell Farmers who 


haven’t Central Station Service 

There is a type of Home Lighting Plant to meet every farmer's 
requirements. Use the coupon on the inside back cover, list- 
ings types on which you'd like data. 

A. Engine Driven Sets 

B. Water Wheel Driven Sets 

C. Wind Mill Driven Sets 

D. Storage Batteries for Plants. 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 


Conducted by Robt. J. Fulton 





ECENTLY an essay con- 

test was conducted in 
New York State on “How 
electricity helps the farmer.” 
M. C. Albright, of Athens, 
New York, won first prize 
with the essay below. I think 
this essay is so sound that 
every reader of ELECTRICITY 
ON THE Farm should read it. 


Here it is. 

Six years ago, we began using 
electricity for lighting, laundry 
work, and other small devices about 
the farm. We now use thirty- 
three electrically-operated appli- 
ances, ranging from a curling 
iron to a 9,000-watt range for the 
home, and from a water fountain 
heater for poultry house to milker 
and fruit sizer for the farm. 

Others are added as fast as the 
farm will provide funds, sometimes 
faster, as we believe it good busi- 
ness to pay 6 per cent for money 
to buy utilities that will pay 20 to 
50 per cent on their cost in labor 
saved and increased income. 

Ilectrically operated appliances 
are used the most, need the least 
care and attention and yield great- 
er returns than any others on the 
farm. Many farm operations can be 
performed with electricity for 5 
per cent of cost of hand labor. 

Electricity has made_ possible 
fresh water before our cows con- 
tinually. This has increased the 
milk flow 20 per cent on the same 
feed over watering twice daily at 
ourdoor trough or brook. 

Fifty thousand gallons of water 
per month are required for the 
farm needs; this water is pumped 
by electricity for approximately 
one dollar. To furnish a like sup- 
ply would require three hours hand 
labor daily at 50 cents per hour, 
or $45 per month. 


eighteen to 
hour with an 
seven to ten 


man milks 
cows per 
milker, and 


One 
twenty 
electric 
by hand. 

Motor driven saws, feed grind- 
ers, hay hoists, ensilage cutter, 
milk cooler, paint sprayer and clip- 
pers reduce production costs, while 
drills, combination lathe and saws 
enable the farmer to make many 
needed repairs at home. 

In the farm home, the snapping 
of a switch on a range has re- 
placed the carrying of wood and 
ashes; the turning of a faucet has 
replaced the frequent trips to the 
old oaken bucket. The dish wash- 
er and washing machine save many 
a visit from the doctor as well as 
backaches and roughened hands, 
The ironer has taken the “sad” out 
of ironing and the vacuum cleaner 
the “dust’’ out of dusting. 

The automatic pump and water 
heater with modern plumbing have 
replaced the tea kettle, reservoir. 
Saturday night wash tub and out- 
side toilet. 

Electric refrigeration makes pos- 
sible a more varied menu and larg- 
er use of home products. 

The radio has brought education 
and entertainment to the farmer’s 
fireside, and the telephone keeps 
the family in touch with neighbors. 

Electricity helps by making farm 
help easier to get and less neces- 
sary, by decreased cost and _ in- 
creased production, by furnishing 
plenty of light where and when 
needed, by decreasing fire hazard, 
by bringing to the home modern 
conveniences, comforts and pleas- 
ures heretofore enjoyed only by 
those living in towns and cities. 

Electricity is a willing, efficient 
tireless and grouchless 24 hours- 
per-day farm servant, and will, I 
believe, bring to the farmer great- 
er returns, intellectually, physically, 
and financially, than anything in- 
vented or disccovered in the past. 





